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Tua this creue; 
“Hearing Aid Babies” 


HEAR Foundation and Dr. Griffiths 





Hearing Aids for Sensori-neural Hearing Loss 


Speech by Capt. O'Connell at SHAA Annual Meeting 


The Rehabilitation Counselor 


and the Hearing Aid Dealer 





— rbuatable Yow: 
A BASIC HOME-STUDY COURSE IN 





HEARING AID AUDIOLOGY 


See details on pages 12-13 
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THE CUSTOMER HE LOST...on purpose! 


Dare he say the words? Thornton Zanolli’s decision was a 
difficult one to make. If he spoke now, he might create 
« blissful hope leading to bitter disappointment in the end. 
He looked across at Mrs. R.* There she sat calmly. prob- 
ably thinking that the Audiogram had been just another 
routine check-up — the kind she had become accustomed 
to in the fifteen vears that the Audiphone Company of 
Detroit had been taking care of her hearing problem. 


But . . . to Thornton Zanolli it had been more than just a 
routine procedure, His fingers had been tense as he re- 
peated the test a few moments ago. 


But now he was sure . . . the auditory nerves were not 
impaired! Could a new kind of operation about which he 
had recently read prove successful in her case? 


Possibly, only possibly — but now the faintest hope should 
not be withheld. He carefully explained her situation. On 
the recommendation of Thornton Zanolli, Mrs. R. con- 
sulted a local surgeon who was familiar with this opera- 
tion. Today she hears normally without her hearing aid. 


AUDIVOX, INC. Home Office and Main Plant, 123 Worcester Street Boston 18, Mass. KEnmore 6-6207 
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Thornton Zanolli lost a customer — but he gained some- 
thing far more valuable. Let Mrs. R. tell you in her own 
words... 


“Mr. Zanolli has lost a customer but at the same 
time, he has won for himself and your company 
a name and reputation for placing the patient's 
welfare first. We can think of no finer instance 
of public responsibility and unselfishness.” 


Surely you will forgive us for feeling more than a little 
proud of Mr. Zanolli for having contributed to an extraor- 
dinary degree of his abilities in the service of the hard of 
hearing and having kept himself informed of the newest 
medical developments in the field. 


*Mrs. R.’s name will be furnished on request. 


Learn the advantages 
of an Audivox 
franchise. if you 

are interested 

in selling America's 
most respected 
hearing aid in your 
community, write us 


audivox 
nm HEARING AIDS 
Perhaps we can 


welcome you to Licensed under patents of American Telephone 
the Audivox family and Telegraph Company, Western Electric Com- 
ot dealers. pany, inc., and Bell Telephone Laboratories, inc. 
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Audovibel 


Volume X, Number 1 
260 Southfield Rd., Detroit 29, Mich. 
Telephone . . . . DUnkirk 6-2500 
AUDECIBEL is the official journal of the So- 
ciety of Hearing Aid Audiologists. Its pur- 
pose is to bring to the otologist, the clinical 
audiologist, the hearing aid audiologist, and oth- 


ers interested in the field of hearing and pF ay a 
logy, a articles, | Papers and data 
concerned wit 


education 
and new Pht Bama in the field of treating 








, and assisting the hard of hearing. AUDECI- 


BEL is dedicated to the goal of rapport among 
all those concerned with the hard of hearing 
so pa mutual fens weneueee vret problems may 
pa ecognized tstanding ideas, skills, 
nd experiences rg shaced for the greater bene- 
it of a 


Staff 


Thornton Zanolli . 
Anthony DiRocco .. 
D. Dale Hughes ......... 


CIRCULATION: AUDECIBEL is circulated 
free of charge_to all U.S. and Canadian otolo- 
gists, audiology clinics, speech and hearing cen- 
ters, schools for the deaf and hard of hearing, 
teachers in university. speech and hearing de- 
partments, medical libraries, hearing aid retail 
and Manufacturing firms, and Certified Hear- 
ing Aid Audiologists. 
STUDENT SUBSCRIPTIONS: Students en- 
rolled in university speech and hearing pro- 
grams can receive AUDECIBEL at the special 
rate of $1 for 6 issues. 
REGULAR SUBSCRIPTIONS: Regular sub- 
scription rate is $3 per year in the United 
States; $4 foreign. Back issues or single cop- 
ies, 75c each; 2-9, S0c each; 10 or more, 40c 
each. 
MANUSCRIPTS: Researchers, teachers, prac- 
titioners, graduate students, and others are 
invited to submit articles and papers for pub- 
lication. Payment is made upon acceptance. 
agg: submitted should be accompanied 
by addressed envelopes and return postage. 
AUDECIBEL assumes no responsibility for re- 
turn of unsolicited materials. For information 
about editorial requirements, please send for 
our “Fact Sheet for Writers.” 
ADVERTISING: SUES unique cir- 
culation (14,700) to U.S. and Canadian 
otologists, clinics, iets centers, and schools 
—in addition to hearing aid dealers and Cer- 
tified Hearing Aid Audiologists—makes it an 
ideal KEY MEDIUM for advertisers who want 
to reach those who work with the hard of 
hearing. Advertising rate card, ideas for suc- 
cessful advertising, and additional information 
available on request. 
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The Society of Hearing Aid Audiologists is 
dedicated to the goal of reaching and main- 
taining the highest possible standards in the 
field of hearing aid audiology. One of the most 
important activities of the Society is its Cer- 
tification Program, whereby hearing aid deal- 
ers and salesmen who meet strict standards as 
to experience, training, competence, knowledge. 
and character are granted the title “Certified 
Hearing Aid Andiologist” and accepted as 
members of the Society. 
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Education 


by Stanley K. Foster 


In striving to control undesirables, government some- 
times penalizes others than those it hopes to restrict. To avoid 









restrictive legislation an industry must keep itself above action 
that invites governmental intervention designed to protect the 
public. 









In our industry such acts on the part of the hearing aid 
dealer, more often than not, are acts of ignorance — omis- 
























sion, not commission. Providing adequate technical educa- 
tion for every man and woman selling and fitting hearing aids 
to the public is the only protection we have from legislation 


that might prove punitive. 


To this end the Society of Hearing Aid Audiologists 
has dedicated its program! 


Every SHAA Annual or Regional Meeting is a seminar 
of great technical value. In Audecibel Magazine you'll find 
the writings of the industry leaders, informed medical people, 


experts from every area affecting sound and human hearing. 


























We have intro- 
duced our Basic Home-Styudy Course in Hearing Aid 
Audiology. 


Now, a giant-step has been taken. 


No one, in this age of advanced tech- 
niques, should attempt to fit hearing aids without 
the benefit of the accumulated knowledge provided 
by this course as a very minimum. 


To protect the industry, to protect its program, to pro- 
vide greater profit opportunities for all, the Society is offering 
its Home Study Course to everyone . . . at the lowest possible 
terms, and has made Certification possible for all who com- 


plete it successfully. 


Don't miss this opportunity to advance yourself and your 
industry. Enroll today! 








“Hearing Aid Babies-”’ 
Newest Hope for the Handicapped 


By Vesta Victoria 


PHENOMENALLY §s successful 
A hearing program is being con- 
ducted by Ciwa Griffiths, Ed. D., Exe- 
cutive Director of HEAR Founda- 
tion in Los Angeles, Visalia and San 
Diego, California. 

In its first six years, HEAR, a non- 
profit foundation, has fitted more 
than three hundred young children 
with hearing aids, then taught many 
of them to understand sound. 

But the most startling progress hus 
come in the infant group aged 8 
months or younger. From paying 
absolutely no attention to sound, with 
the use of their binaural aids this 
group has progressed to normal sound 
response, then have discarded their 
aids. 

And after discarding the aids, 
100% of these infants continue to 
respond normally to sound. 

HEAR bases its program on a 
known factor: that the normal baby 
learns to listen and to talk during 
a “maturation period” of the first 
three years. And it goes on the 
premise that the earlier the handi- 
capped infant is helped, the more 
chance it has to gain normal hearing 
response. 

Here, in effect, Dr. Griffiths ex- 
plains her technique: 





Dr. Griffiths gives audiometric test to 
3-month old Dianne. 
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Q. Why do you believe heuring aids 
help the TINY infant? 

A. “Medical consultants postulate 
that, due perhaps to unknown pre- 
natal influence, some babies are born 
with an undeveloped hearing neuro- 
mechanism. Such an _ immature 
neuro-mechanism cannot respond ade- 
quately to sound, and without help 
the child remains deaf all his life. 

“However, when this immature 
hearing neuro-mechanism is stimu- 
lated through amplified sound in the 
first few weeks or months after 
birth, it seems to grow to maturity 
and perform normally. 

“In our 14 cases completed, we 
have found this to be 100% true. In 
our 9 cases being studied currently, 
this success pattern is again repeat- 
ing itself without exception.” 

Q. Has anyone else put hearing aids 
on the young child? 

A. “Yes. England, Holland, Swed- 
en, New York’s Bellevue Hospital and 
the University of Denver have all 
used the maturation ‘approach suc- 
cessfully, although we have fitted the 
largest number of babies in this very 
young age category. 

Q. What is your procedure? 

A. “After the doctor has diagnosed 
the existence of a hearing loss, we 
test the baby “free field” (with and 
without hearing aids) audiometrical- 
ly in a test room situation.” 

Q. But how can you effectively test 
an infant’s hearing? 

A. “When the child first hears 
sound he will suddenly stop all move- 
ment. This immobilization gives the 
audiologist an indicative starting 
decibel reading to measure the ap- 
proximate level of hearing loss. We 
then fit the baby with two hearing 
aids—binaural amplification gives 
more natural hearing—then adjust 
the volume controls and tape them 
securely at this setting.” 

Q. And how do you arrive at this? 

A. “As we turn the volume con- 
trols up slowly, we constantly watch 
the baby for significant responses. 
Immobilization will give our first 
clue. It indicates that he hears 
something. When the sound gets too 
loud he will jump or blink. 





Dianne’s by-yearly check-up shows she 
now responds to sounds as any other 
normal infant. 


“Somewhere between these two re- 
actions the baby will register com- 
plete contentment. That is our sig- 
nal to tape the volume controls. 

Q. Do babies sometimes show signs 
of discomfort when wearing their 
aids? 

A. “On the contrary, they wear 
them all their waking hours, and in 
almost every case cry for them to be 
put on first thing in the morning.” 

Q. When does the baby improve 
enough to discard his aids? 

A. “Each week the baby is brought 
to us for a one-hour ‘lesson’ to help 
him understand different sounds. 
After 3 to 5 months of these lessons 
he responds normally enough to func- 
tion in the everyday world without 
his hearing aids. 

“From then on we check his hear- 
ing and language acquisition twice 
yearly, to make sure he’s continuing 
to respond normally.” 

Q. With such success, why aren’t 
more infants given this opportunity 
in their first critical months? 

A. “Because the program still needs 
thousands of case histories to prove 
its value. To find these handicapped 


continued on page 13 





Wearing two hearing aids Dianne is given 
weekly hearing lesson by Dr. Griffiths. 
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True AleaMhg Yaluralsets’ 


never attained in hearing glasses before! 


NOW IN THE SLENDEREST EVER 


RADIGEAR 890 


Wi She Tf y 
rom Lye te Ear! 


There now are hearing glasses embodying the acoustical quality 
required for a RADIOEAR hearing aid—yet with cosmetic 
styling fully equal to that of any narrow-taper flex temples 
for eye-glasses alone! They are the totally new, 
RADIOEAR 890 Hearing glasses. 









































Their power-increase surpasses all previous, single-temple 
eye-glass hearing aids available for testing! Their broad, response- 
range now covers all important voice frequencies! 
Their built-in tone-control provides new “Hearing Naturalness” 
and intelligibility truly wmique for such 
miniaturized instrumentation! 


Their fore-temples come in gold, silver, black, 
brown and gray—with or without (for men) the jeweler’s 
cartouche, hand-engraved design! Their matching 
rear-temples are designed left and right, for ideal comfort and fit. 
Even the necessary conductor-tube, with recess behind the ear, 
is now made almost to “disappear!” 


The self-contained, exclusive, RADIOEAR Phone-master 
enables users to telephone as naturally as if they 
had no hearing handicap! All applications and fittings are the 
fastest it has been possible to contrive! Most important 
the famous (also exclusive) RADIOEAR interchangeable 
chassis always permits immediate, on-the-spot 
application and servicing! 
We consider this RADIOEAR 890 as superior to other hearing 
glasses a$ various RADIOEARS (for nearly 40 years) 
have been superior to other hearing aids of their time! 
We believe this RADIOEAR 890 has a pride-inspiring ‘““Natural 
Look!””—a slenderness long overdue, but finally compatible 
with the appearance that wearers justifiably demand! 
We believe you'll “share” our “liking” for the RADIOEAR 890! 


RADIOEAR CORPORATION 


Radioear Building 
® \ Valley Brook Road Canonsburg, Pa. 
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in Yellow Pages Advertising 


This article was released by D. J. Edel- 
man and Associates, Inc., Public Relations 
Counsel for the Hearing Aid Industry 
Conference. 


LERT hearing aid dealers make 

good use of yellow page adver- 
tising because such ads are a day-in, 
day-out “calling card” on the public. 
Yet the very longevity of telephone 
directory ads makes them hyper-sen- 
sitive to criticism. What goes into 
the yellow pages stays for a long time 
—usually a year—and the thvusands 
of persons exposed to every single 
ad gets strong impressions. These 
can be good and result in a favor- 
able image for the individual adver- 
tiser and his industry. They can 
be bad and do great harm to the in- 
dividual and the industry. 

The Code of Ethics of the hearing 
aid industry points the way. Prop- 
erly used by the advertiser, it will re- 
sult in ethical standards that serve 
the public and protect the industry 
against criticism. 

Yet just because the yellow pages 


endure so long, the National Com- 
mittee on Ethics has gone one step 
beyond the Code itself in drawing up 
several ads with objectionable fea- 
tures. It has taken the position that 
special care must be shown when 
yellow page advertising is considered. 

In releasing these, the Committee 
emphasizes that it cannot anticipate 
every possible objectionable practice. 
These ads, therefore, are not intend- 
ed to cover the entire Code. Areas 
not covered should not be considered 
open to violation. The Committee 
also stresses that if in doubt on 
whether a certain approach is ethical 
or not, an advertiser should lean over 
backwards and eliminate all possible 
doubt. The Committee’s services are 
available for any advertiser who 
wishes an interpretation. 


The ads, shown below, are not exag- 
geration. They are samples of ads 


in files, altered to protect the identi- 
fication, but indicative of what has 
been done before the Code took effect, 
and what to avoid in the future. 





Sample Ad #1 





X YZ Hearing 
Aid Service 
NOW! 


HEAR WITHOUT 
CORDS or TUBES 


Miraculous Development 
That Must Be Heard to 
be Believed 
Come in today! 

Open Daily 9-6 Sat. 9-5 
PHONE ADDRESS 











In sample ad #1 there is no ques- 
tion that this is a good hearing aid. 
But it happens to be a bone conduc- 
tion type. 

Page 5 of the Code reads: 

“It is unethical trade practice when 
an industry member: 

(a) advertises no cord, no tube, no 
ear mold, no buttons or re- 
ceivers in either ear without 
disclosing the instrument util- 
izes bone conduction.” 

This is considered “Bait Adver- 

tising.” If an individual’s hearing 


Page 6 


loss is not susceptible to correction 
by a bone conduction hearing aid he 
should know this is what is being ad- 
vertised. When he does not know, 
and finds out only after he has come 
in to investigate, he has a perfect 
right to feel he has been lured in un- 
der false pretenses. He becomes a 
bad “salesman” for the industry. 


Such ads should be reworded. 


Sample Ad #2 


XYZ Hearing 
Aid Service 


Remarkable New 
Development! 
POWER CELL 


> 


Latest scientific breakthrough is 
put to work for those with 
hearing problems. A tiny cell 
has amazing power. 


CORDLESS HEARING 
Come Test it today. 
Open Daily 9-6 Sat. 9-5 
PHONE ADDRESS 





actual size 














Sample ad #2 has several objec- 
tionable features. 
1. A claim is made for “newness.” 
Is. it really new or is this just 
a “come on”? 


2. A component part is shown in 
its actual size. But no attempt 
is made to stress that it is just 
a part. In fact, the very op- 
posite is the case. The “power 
cell” is the central theme and 
the implication left by picturing 
it is that the entire hearing aid 
is this size. 

3. No doubt this is an instrument 
without cords. But does it have 
a tube? If it does, such phrases 
as “cordless hearing” are mis- 
leading because they leave the 
impression that nothing goes 
into the ear. These points are 
very clearly covered in the Code 
of Ethics. They should be rec- 
ognized as definite violations. 


Sample Ad #38 


X Y Z Hearing 


Aid Service 


Quick Repairs - Batteries, 
Cords, Receivers for 





Every Make 
Acousticon Otarion 
Audiotone Qualitone 
Audivox Radioear 
Beltone Sonotone 
Dahlberg Telex 
Gem Tonemaster 
Maico Unex 

and others 


Open Daily 9-6 Sat. 9-5 
PHONE ADDRESS 











Sample ad #3 is taken almost in- 
tact from a yellow page ad. 


Stated very clearly is the fact that 
the dealer repairs and supplies bat- 
teries, cords, etc., for all the makers 
listed. On the face of it, no ex- 
orbitant claims are made. 

However, this definitely violates 
the Code, both in letter and spirit. 
Human nature being what it is, by 
far the majority of persons seeing 
this will come to the conclusion this 
advertiser handles all these makes. 
This is done just for one reason—to 
get people into his establishment. It 
is “bait” advertising in every sense 
of the phrase. 

On page five of the Code we have: 

“It is unethical trade practice 
when an industry member: (a) uses 
in his advertising the name or trade- 
mark of a manufacturer in such a 
*way as to imply a relationship which 
doesn’t exist; (b) advertises services 
and/or accessories in such a manner 
as to imply a relationship with a 
manufacturer that does not exist;” 
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The micro-clarifier 


It’s what’s here that counts. If it doesn’t 
have it here, it doesn’t have it! 


Whisperwate—X 


Less than one quarter of an ounce that 
snugs behind the ear! Gives a miraculous 
average gain of 52 D. B.—the highest for 
any comparable size B.T.E. aid! 








NOW ... build your sales with the pioneering com pany 
that backs you with dynamic research and quality aids ce 


to serve more people, far better! 






HERE IS YOUR OPPORTUNITY to grow family of superior aids to serve oe aes 
and “go” with THE company that’s every correctable hearing loss. Please wire 





surging ahead in sales... in na- You'll sell an entire range of aids | orphone 

tional advertising ...inleads...in which include the world’s most pow- Wilson 1-6700 _ 

live-wire training . « « and solid, erful, patented, bone-conduction 

sales-getting literature! instrument that will delight almost for franchise — 

Now—more than ever before—it 30% of all your prospects! Phone or opportunities _ 
j pays you solid profits to have the — wire now or write to Lee Rosemond, : 


fabulous OTARION LISTENER President, Otarion Listener Corp., ro 
- ~~ franchise! Conceived by a program Ossining, New York, for full details the coupon. 
~ ofadvanced research, theOTARION of select franchises. ee ; 








eteiate | 


Mr. Lee Rosemond 


OTARION/ , contact 


Please forward (in confidence) the facts about 





® how the OTARION LISTENER franchise 
ws CORP. ’ will boost my sales and earnings. 
OSSINING 2, NEW YORK | 
o eee errr rey perrrrrrrrrrr rrr rrrrr tr rrr rr 
Ba ss 6c 06k 64 Rak idi nete inten tad 


That extra quality in OTARION 


is the integrity of its maker 
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HEARING AIDS 


for Sensori- neural 


HEARING LOSS 





By Max H. O'Connell 
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n examining the reliability of re- 
| loa measurements during hear- 
ing aid evaluation, Shore, et al (1) 
tested and retested 15 subjects with 
hearing loss. Over a period of sev- 
eral test sessions with several hear- 
ing aids using several different tone 
and internal “Settings” they con- 
cluded that differences attributable to 
different hearing aids occur most of- 
ten for gain, less often for discrimin- 
ation in quiet, and not at all for dis- 
crimination in noise. 

He further concluded that the re- 
liability of the presently used test 
measures is not good enough to war- 
rant the investment in time required 
for the clinical selection of hearing 
aids. None of the cases in his study 
had hearing losses of more than 58 
db, and these conclusions do not ap- 
ply to cases of severe hearing losses. 
While we have become accustomed 
to thinking of “problem cases” as 
those with sensori-neural hearing 
_ losses and concurrent poor, or low, 
discrimination scores, it is surprising 
to find in their sample of 15 cases 
that the predominance of significant 
differences attributable to different 
hearing aids resides in the conduc- 
tive and mixed loss groups. 
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About Article and Authors 


This article has been adapted 
from a speech presented by 
Max H. O'Connell, Captain, 
USAF; Chief, Audiology & 
Speech Pathology, Orthlaryn- 
gology Service, at the SHAA 
1960 Annual Meeting. . 

It represents the personal 
viewpoint of the authors and is 
not to be construed as a state- 
ment of official Air Force pol- 
icy. 











The authors state that it is some- 
what disconcerting to realize that pa- 
tients who seem to require the least 
care with regard to specific hearing 
aid selection are the ones on whom 
the effects of different hearing aids 
are most evident. This is saying, in 
effect, that less differences are found 
among patients with perceptive hear- 
ing losses and that they show the least 
different effects among hearing aids, 
hearing aid settings or days tested. 
They further state that their results 
do not discount the acoustical dif- 
ferences in hearing aids actually 
proving that there are acoustical dif- 
ferences, but these differences in dis- 
crimination scores cannot very well 
be tied to the differences in acoustic 
gain as a function of frequency. 

As this discussion is based upon the 
premise of hearing aid fitting for 
sensori-neural hearing losses, I shall 
discuss the conductive perceptive dic- 
hotomy only briefly. From the point 
of view of both the hearing aid “fit- 
ter” and of the patient, I am sure we 
will all agree that the greater num- 
bers of satisfied hearing aid users 
are those with conductive hearing 
losses, next most satisfied group, 
those with mixed losses and perhaps 
the least satisfied are among those 
who have pure perceptive hearing 
losses in the severe or profound cate- 
gory. 

INCREASE SUBJECTIVE 

LOUDNESS SEVERAL WAYS 


We all are aware that to overcome 
the problems imposed by a conductive 
hearing loss, most of the require- 
ment is to increase the patients sub- 
jective loudness experience. This in- 
crease in subjective loudness may 
be brought about in several ways: by 
the removal of an obstruction in the 
ear canal; surgical repair of the ear 
drum and/or ossicular chain, surgical 
procedures for overcoming the effects 
of Otosclerosis, or the use of a hear- 
ing aid to increase the patients sub- 
jective loudness. Although there are 
exceptions, once the patient with a 
conductive loss experiences enough 
loudness, his ability to understand is 
usually good, and he experiences 
something akin to normal hearing. 

If we may by-pass the mixed type 
of hearing loss—which of course is a 
combination of perceptive and con- 





ductive hearing loss, we can begin our 
discussion of the sensori-neural hear- 
ing problem. The individual with 


_“such a loss presents a problem en- 
tirely different from the individual 


with conductive loss. We might say 
that his pre-amplifier (middle ear) 
is perhaps in excellent condition, but 
that his power amplifier system is 
faulty. His cochlear mechanism may 
act as a low pass filter, cutting out 
some of the high frequencies of the 
speech sound spectrum, or the coch- 
lea may react to sound stimulation 
in such a way as to distort the sounds 
reaching it. In addition, the indiv- 
idual with a sensori-neural hearing 
loss may be unable to tolerate sounds 
which are much louder than his 
threshold of hearing. 

Recruitment: In some _ instances, 
works for us and in some it tends to 
work against us. The old gentleman 
with the perceptive hearing loss who 
says, “Speak up sonny, I can’t hear 
you,” then says, as your raise your 
voice, “Don’t shout!,” is an example 
of recruitment at work. It (recruit- 
ment) has been defined as sudden 
build-up of the sensation of loudness, 
once the threshold of hearing has 
been crossed.(2) This phenomenon is 
associated with a pathological condi- 
tion restricted to the cochles, and its 
presence or absence has been found 
to have diagnostic significance. (3) 
That is, if recruitment is absent in a 
perceptive type of hearing loss there 
is evidence to suggest the presence of, 
for instance, a tumor of the VIII 
nerve. 


EFFECT OF RECRUITMENT 
UPON HEARING AID FITTING 


In other words we might conclude 
that the presence of recruitment is 
a normal condition for the ear with 
cochlear pathology, and we should 
probably not be so happy when we see 
patients with sensori-neural hearing 
loss who do not show recruitment, al- 
though they are frequently helped a 
great deal with a hearing aid. 

Recruitment has little effect upon 
hearing aid fitting if the recruitment 
occurs at levels far above threshold, 
but if it occurs quite close to the 
threshold, the range of useful hearing 
is markedly decreased, and level of 
discomfort reached at about the same 
time that sounds are made loud 
enough to permit adequate under- 
standing. 


It is almost classic to assume that 
the discrimination loss for speech 
with a hearing aid will be signifi- 
cantly less than the discrimination 
loss without a hearing aid. 


Although such was the case when 
we were dealing with vacuum tube 
aids, due in part to distortion in the 
aid itself, it is not so uncommon in 
our experience to find discrimination 
scores which ‘are improved on the 
aided ear. Such is especially true 


for the individual with a steeply fall- 
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ing audiogram. Field discrimination scores are derived 
from ideal audio equipments which produce audio sig- 
nals (speech) from, say, 30- 20,000 cps plus 3-5 db, and 
are presented at prescribed levels above the individual 
speech reception threshold. The flat response equipment 
makes the low frequency signals “louder” for the ear, and 
if the curve falls steeply enough to induce a large degree 
of distortion, the result appears to be a lowering of dis- 
crimination scores. Then these same scores appear to be 
increased when bi-pass filtering is employed in a hearing 
aid and aided discrimination scores are established. This 
is not to imply that all cases with a falling type audio- 
gram show an increase in discrimination, but the increase 
shows more often than would be expected by chance alone 
when lowcut hearing aid fittings are employed. 
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FREQUENCY 750 3000 4000 «12,000 
Figure 1 
Discrim Discrim 
in in Useful 
SRT Quiet Noise MCL TD _ Range 
UNAIDED 12 98% 98% 60 100+ 88 
AIDED 10 98% 100% 56 100+ 90 


Figure 1* shows composite audiograms of both ears 


of one patient with sensori-neural hearing loss (there was 
né significant difference between ears). This was a case 
of a 40 year old white male, with diagnosis of bilateral 
perceptive hearing loss in the high frequencies due to 
degeneration of the acoustic nerve. He has maintained 
a speech frequency average of 10 db and an unaided free 
field speech reception threshold of 12 db with a dis- 
crimination score 98% using the 10-22 recordings. With 
this discrimination score and SRT, it is obvious that a 
hearing aid will not effect improvement in hearing ability. 
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FREQUENCY 750 2000 4000 (12.000 
Figure 2 
Discrim Discrim 
in in Useful 
SRT Quiet Noise MCL TD Range 
UNAIDED 22 92% 86% 66 90 68 
AIDED 6 90% 80% 56 85 79 


*These audiograms are not intended to refer to one ear or the other, 
and are, in general, mean hearing losses of some right and some left 
ears; however, the solid line refers to air conduction and the dotted line 
refers to masked bone conduction thresholds. 
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Figure 2 is an average audiogram, 14 ears with a 
falling type of audiogram of 10 db or octave throughout 
the speech range, with unaided SRT of 22 db, but with 


discrimination maintained at a good level of 92%. In 


none of these ears was discrimination bettered by a hear- 
ing aid; actually an average of 2% in quiet and 6% in 
noise was lost when an aid was fitted. These fittings 
are all with mild amplification and with moderate filter- 
ing of the low frequencies. 
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FREQUENCY 750 000 4000 «12.000 
Figure 3 
Discrim Discrim 
in in Useful 
SRT Quiet Noise MCL TD Range 
UNAIDED 32 88% 86% 66 90 58 
AIDED 10 92% 86% 66 85 75 


Figure 3 represents the average audoigram of 18 
ears with a steeply falling audiogram, with unaided SRT 
of 32 db and discrimination in free field of 88%. With 
moderate amplification and severe low frequency filter- 
ing, the SRT is raised to 10 db, and discrimination in- 
creased by 4%. 
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FREQUENCY 7” 3000 6000 12.000 
Figure 4 
Discrim Discrim 
in in Useful 
SRT Quiet Noise MCL TD Range 
UNAIDED 42 80% 66% 60 70 32 
AIDED 18 76% 68% 52 66 48 


Figure 4 is an average audiogram of 10 ears with an 
almost flat perceptive hearing loss. The average unaided 
SRT is 42 db and the discrimination score is 80%. It may 
be noted that the average aided SRT comes only to a 
level of 18 db, and there is a slight decrement in dis- 
crimination ability, and further, discrimination ability de- 
creased markedly in the presence of noise. These ears 
were fitted with mild amplification, with close attention 
and control over maximum output and compression ampli- 
fication, a must due to the narrow range of useful 
hearing. 


Continued on page 21 
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Bow A DOUBT, the Hearing Aid dealer and the Rehabilita- 
tion Counselor could get along much better if each understood 


the other’s problems a little better. 


Each needs the other to some 


degree. Cooperation on the part of each would aid and complement 


the other’s function. 


Too often, it must be admitted, they are 


working at cress purposes and getting into each other’s hair. 
Herein is presented the Rehab Counselor’s side of the story 


with his likes and dislikes. Perhaps 
some hearing aid dealer will be good 
enough to come forth later with his 
point of view. 

“Define your terms,” cries the 
philosopher, “lest we both talk of 
different things in different contexts 
and frail each other for misunder- 
standings of which neither is guilty.” 
So let’s start with a few explanations 
regarding the field of Vocational Re- 
habilitation. The Rehabilitation Coun- 
selor calls his customer a “client.” 
A client, therefore, may be eligible 
for Rehab services for a number of 
reasons (mental and physical), one of 
which may be lack of hearing, and 
this is where the hearing aid dealer 
comes into the picture. 

Before going any further we must 
define eligibility for service under the 
state Vocational Rehabilitation pro- 
gram which is available in all fifty 
states and the territories including 
Puerto Rico and the Virgin Islands. 
Slightly different programs of Voca- 
tional Rehabilitation are available in 
most foreign countries. In fact, the 
program in the United States was 
inspired by a program started in 
Europe in 1920. 

The Federal manual, from which 
all state “Plans” or policies are de- 
rived, states that “A client is eligible 
for VR services if the condition (hear- 
ing loss) materially limits or if not 
corrected will result in limiting the 
individual’s - performance to the ex- 
tent of constituting a vocational 
handicap and this handicap restricts 
the individual in obtaining or re- 
taining employment commensurate 
with his abilities and aptitudes.” 

If the client is a veteran, it must 
first be determined whether or not 
his disability is service-connected. 
If his hearing loss began while he 
was in service or as a result of 
injury received while in uniform, the 
Veterans Administration will be the 
agency to contact regarding the 
client’s hearing aid. The question 
can usually. be answered by asking 
the veteran if he is receiving com- 
pensation for the hearing loss. If 
the above is not the case, the veteran 
can then receive service from the 





About The Writer: Elmer J. La 
Branche has been a Rehab Counselor 
in Michigan since 1947. He is a grad- 
uate of the University of Michigan 
with a Master’s Degree. A life mem- 
ber of the National Rehabilitation 
Association, he has written several ar- 
ticles on Rehabilitation for other 
publications. 
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The 








Editor's Note: Herein is presented 
the Rehabilitation Counselor's side 
of the story. Audecibel welcomes 
any comments reacers may have in 
reply to Mr. La Branche’s article. 











REHABILITATION COUNSELOR 
and the 


HEARING AID DEALER 


state Vocational Rehabilitation 
office. 

Before any make of instrument is 
purchased by a Rehab Counselor, a 
price list of various models and a 
brief description of the instruments 
including accessories must be sent to 
the state Vocational Rehabilitation 
finance office by the dealer. 


To return to the problem of eligi- 
bility, a figure of 30 decibels of 
hearing loss in the better ear is used 
as a starting point. One ear deaf- 
ness does not qualify a person for an 
aid or for service of any kind. When 
a client has a 30-decibel loss he is 
considered to have sufficient diffi- 
culty hearing so that he will tolerate 
the inconvenience of an aid. 
Otologists feel that 30 to 35 decibels 
of loss to be a good starting point in 
recommending an aid. 

Of course, if the loss is progressive 
or if the client has some other ear 
pathology that in the. foreseeable 
future will result in greater hearing 
loss, he is considered eligible, even 
with more hearing, for a hearing aid 
and for other services such as train- 
ing, physical restoration, or place- 
ment. The law also says that a per- 
son should be of working age to 
qualify for service. Clients are usu- 
ally taken on the rolls after they have 
reached sixteen, but the upper age 
limits are harder to define. 


There is no actual limit on a per- 
son’s age as long as there is a reason- 
able possibility that he will eventually 
work. There should be a good chance 


by Elmer J. La Branche 


that the hearing aid will assist him to 
return to or to remain in the labor 
market. Most men retire at 65, but 
some do not. Many continue to work 
into the seventies and even into the 
eighties, and many times in these 
later years they change jobs quite 
often. 

But, in general, their chances 
of working in these later years be- 
come more and more remote with 
each passing year. It must be em- 
phasized that the objective of rehabil- 
itation service is employment. Un- 
less the person goes to work at the 
end, the service is considered a fail- 
ure for the Rehab Counselor and 
does not count on his quota of re- 
habilitations which is an important 
measure of his worth. The salesman 
has his quota of sales to consider 
and the counselor has his quota of 
successful rehabilitations to consider 
every month — and unless the 
Counselor gets a respectful number 
every month and every year, he 
stands as good a chance as the sales- 
man of eventually getting the ax. 

The counselor in conjunction with 
his supervisor is the person to deter- 
mine eligibility for all clients. 

Women who are breadwinners or 
potential breadwinners as well as 
homemakers, who need good hearing 
to properly care for a family, may 
also be eligible for VR services. 

Although other agencies in some 
states are interested in the hearing 
problems of children, Vocational Re- 


continued on page 12 
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in local and national media are getting thou- 
sands of good sales for Dahlberg Distributors. 
This is but one of the many uniquely profitable 
features of a Dahlberg Distributor Franchise. 
If you would like to operate YOUR business 
more profitably in 1961, write in full confidence 
to W. W. Powell, Sales Manager, Golden Val- 
ley 27, Minnesota. In Canada, write B. H. 
Holmstrom, Manager Motorola Dahlberg Litd., 
133 Richmond St. West, Toronto 1, Ontario. 
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__WORLD’S SMALLEST 













HEARING AID! 


Look at this 
actual size 
comparison! 


<This is ALL you need! 


e No cord! « No tube! 
e No ear mold! 


Weighs less than 4 ounce 








Send for FREE booklet 


Learn all about this thrilling new 
way to hear in a fact-packed, fully 
illustrated booklet. Find out how 
“ Miracle-Ear®” can help you under- 
stand conversation again. Sent in 
plain wrapper. No obligation. 











THE DAHLBERG COMPANY Dept. E-1 
Golden Valley, Minneapolis 27. Minn. 

Rush me free booklet on ‘‘Miracie-Ear®”’ . . 
the transistor-powered aid worn in the ear 





Name 





Address 





Zone. 


State 
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Continued from page 10 


habilitation is interested in them only 
as potential clients. 


When is a VR client financially 
eligible for a hearing aid? Consid- 
erable leeway is given here, and, in 
general, if the client has few if any 
resources, or if the purchase of an 
aid would put undue strain on the 
family budget, the client may be 
eligible for an aid. The Counselor is 
the person to give the answer to this 
question. If in doubt, ask him. 

The Rehab Counselor must be 
thoroughly professional in his deal- 
ings with the hard of hearing client. 
Each client must be examined by an 
otologist to establish his eligibility 
and for the doctor’s recommendations. 
If the otologist’s report recommends 
ear surgery or other corrective meas- 
ures, these measures must be carried 
out before consideration can be given 
to the purchase of an aid. 


The purchase of an aid is only a 
small portion of the rehabilitation 
process which may go on for several 
years after the aid is bought. The 
client may go into lip reading train- 
ing, auditory training, speech correc- 
tion, training for a profession or trade 
to be followed by job placement. 


A report of this kind would not be 
complete without a discussion of the 
“sore spots” in the Counselor’s deal- 
ings with the hearing aid dealer. 


Number one on the list involves the 
Hearing Clinic. 

The clinic is a set-up where the 
client’s ability to hear with various 
makes of aids is determined scientif- 
ically. Using calibrated microphones 
and speakers, a clinician asks the 
client, seated in a sound proof room, 
to respond to a variety of nonsense 
syllables. Hearing discrimination in 
quiet and with artificially supplied 
noise together with his tolerance for 
sound is determined with the aid set 
at full volume and at ordinary use 
settings. Whichever make of aid en- 
ables the client to hear and under- 
stand best during these tests is 
recommended by the clinician to the 
Rehab Counselor. 


Doctor Charles Petry, Director of 
the Hearing Clinic at Michigan State 
University, says that eighty percent 
of the hearing cases adjust to an aid 
with little or no trouble. “The hard 
of hearing man or woman is fitted 
with an aid,” he says, “buys one, 
gets used to it, and wears it.” It’s 
the other smaller number who either 
has trouble hearing with or in wear- 
ing an aid that causes the friction. 
The hearing clinic has always been 
more or less of a sore spot to the 
hearing aid dealer. 


The Counselor knows that the dealer 
does not appreciate having the case 
taken away from him and sent to the 
clinic, but there are times when an 


impartial appraisal of the client’s 
ability to use an aid is an absolute 
must. He also likes to have some jus- 
tification in the case record of diffi- 
cult cases that other means were re- 
sorted to in an effort to give the client 
the best possible service. Furthermore, 
the counselor is reluctant to spend 
public money for an instrument unless 
he is convinced the client will use it. 
The clinic is one means of clearing 
up that reluctance. 


Another sore spot in our dealings 
with the hearing aid dealer is the 
matter of potential clients he refers 
to the Rehab Counselor. Unless the 
client eventually selects the aid sold 
by the referring salesman, the latter 
feels cheated. “My company gave 
me that lead,” he says, “and you 
furnish him with an aid of my com- 
petitor. If I had known that was 
going to happen, I wouldn’t have 
given you his name.” This is the 
chance the dealer must take when he 
refers a case to the Rehab Coun- 
selor. Our policies state that a client 
should have a fitting of at least three 
aids before signing a form showing 
his preference for any particular one. 


Of late the binaural aid has caused 
considerable concern to the Rehab 
Counselor. It is surprising to him 
how many hearing aid users sudden- 
ly “need directional hearing.” It 
makes him wonder if the almost dou- 
ble cost of the binaural aid has some- 











course. 


week intervals. 


or $48 cash payment with order. 


or Society office. 
date of enrollment. 


mail to the Society. 





A Basic Course for a Basic Need 


As a service and due to a recognized need for fun- 
damental knowledge in the field, the Society of Hear- 
ing Aid Audiologists is offering a “Basic Home-Study 
Course in Hearing Aid Audiology. This home-study 
course is scheduled to play an important role in the 
Society’s continuing program of maintaining the 
highest standards in the hearing aid field. Along 
with other requirements, it is now a prerequisite in 
becoming a Certified Hearing Aid Audiologist. 


Conduct of Course 


The course is composed of 18 individual lessons. 
Each lesson includes a quiz which is to be completed 
and returned to the Society office for grading. Notifi- 
cation of final examination will follow completion of 


A binder (as shown) will be mailed with the first 


lesson on receipt of enrollment registration. Subee- 
quent lessons will be mailed automatically at two- 


Text Books: If not available in your office or library, 
text books may be purchased at local book store 


Time Limit: Course must be completed one year from 


Start today! . . . fill in coupon on the right . . . and 


Ideal For: 
Sales Consultants 


Salesmen 


Personnel 
Fieldmen 


Manufacturer’s 
Personnel 


Servicemen 


Eligibility and Registration 


This course is available to anyone interested in 
learning the practical techniques and methods used 
in modern-day fitting of hearing aids. 

Registration fee: To non-members of the Society— 

($ down with order and $6 monthly, thereafter), 


Planned and 
Prepared by 
Successful Certified 


Dealers and Their 


Hearing Aid Audiologists 


Available Now! A “Basic Home-Study Course 


In Hearing Aid Audiology” 





Easy to Understand 


Prepared by the Education Committee of the So- 
ciety of Hearing Aid Audiologists, after a 2-year in- 
tensive study, this course has been written and 
illustrated in a manner easily understood by begin- 
wate, as well as providing a refreshing review for 
others. 


Register Now! 
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thing to do with the dealer’s recom- 
mendation. There is still much con- 
fusion as to the advantage of the 
binaural over the monaural aid as 
evidenced from a report on a sym- 
posium presented before the 34th an- 
nual convention of the American 
Speech and Hearing Association. 
We'd like more definite research as 
to the advantage of these double aids. 


We have yet to meet a Rehab 
Counselor who has not had a dis- 
agreeable experience with a hearing 
aid dealer over the refitting of a 
used aid. When our client cannot or 
will not use the aid purchased for 
him or dies soon after the aid is 
purchased, the Rehab man is usually 
obliged or feels compelled to repossess 
the instrument. He is often very 
surprised to hear from the salesman 
how tremendously the aid has de- 
preciated in such a short time—in 
some cases just a month or two. 


The priceless aid that was the best 
instrument that man had developed at 
the time of purchase suddenly loses 
almost its entire value. He does not 
care to destroy state property, so in 
giving the aid to a borderline case 
or to some regular client when his 
funds are low certainly does not 
please the salesman. Unless it is the 
selfish commissior. motive, he fails to 
see the reason for this disapproval. 
Some of the aids, he admits, might 
not fit the client, but on the other 


hand some of them do. Anyhow, 
how can he throw away a perfectly 
good aid? 

We also feel a little cheated when 
the dealer is asked to give his recom- 
mendations as to model and type of 
aid, and in the majority of cases 
recommends the most expensive aid 
on his list. 


In summary, our mutual problems 
are really quite simple. Our objec- 
tive is to get the client into employ- 
ment or to keep him there. In a 
small percentage of cases the coun- 
selor and the dealer seem diametri- 
cally opposed. The ordinary coun- 
selor will bend over backwards to 
cooperate with a hearing aid dealer 
in an effort to give the client the 
most efficient hearing aid. It may 
not always be your instrument, but 
if you play the percentages, your 
batting average will be high. 


The referrals received from the 
dealer are always appreciated. Most 
of them are those we would not oth- 
erwise get. We are interested in how 
much the client can hear—not TV or 
gossip over the back fence, but how 
much does he hear in the shop, in 
the factory, in the office, schoolroom, 
or laboratory? We also want to 
know if it will help him keep his job 
or will it help him get a job. If we 
all keep this in mind, we shall get 
along splendidly. 
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Fill in Registration Card Below 


18 Lessons — Each Followed by a Quiz 


ENROLL TODAY! 








COURSE SUBJECTS 
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| REQUIRED TEXTS FOR THIS COURSE: 


Ma AUDIOLOGY, by by: (1958), Price: $6.00 
HEARING AND D '‘AFNESS 
SOUND, by Efron ti97), Price: $1.2 


Books can be purchased through wo a office, send check or money order with request. 


ESS, by Cg & Silverman (revised edition, 1960), Price: $10.00 
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SOCIETY OF HEARING AID AUDIOLOGISTS 
260 Southfield © Detroit 29, Mich. 
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Babies 
continued from page 4 


babies we presently offer our ques- 
tionnaires “Check List for Parents” 
to pediatricians, audiologists, otolo- 
gists and others interested in the 
problem. We ask that they send us 
the names of infants with a suspected 
hearing loss. Then, with their con- 
sent, we check the babies’ progress, 
by mail or telephone, with the par- 
ents, no matter where they live. 

Q. What type of infants do you 
need for your control groups? 

A. “We need two types, both be- 
lieved to have a hearing loss, for 
whom no treatment in terms of am- 
plified sound is being given: 


Group 1—Any infant under 6 
months old, believed to 
to be deaf. 

Group 2—Any infant with a his- 
tory of hearing loss de- 
termined at 2 or 3 
months, but who now 
hears normally and is 
over 9 months old. 

If any of the babies in these two 
groups grow into normal hearing, 
then we must turn our research to 
another direction. 

But if none improve, while our 
binaural “hearing aid” babies con- 
tinue to progress to normal response 
to sound, then we may very well have 
the basis for a new auditory train- 
ing which can enable today’s handi- 
capped infant to hold its own as an 
adult in tomorrow’s normal hearing 
world.” 





Footnote: Free copies of “Check 
List for Parents” may be obtained 
by writing “HEAR Foundation, 
4507 York Boulevard, Los Angeles 
14, California.” 














BELTONE DONATES HEARING 
AIDS TO HEAR FOUNDATION ... 
Above, Dr. Ciwa Griffiths, Director 
of HEAR Foundation, receiving four 
extra-powered hearing aids to help 
children with severe hearing loss, 
from David H. Barnow, executive vice 
president of Beltone. 
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SHAA Spring Regional Meeting 
Set for Miami Beach, April 29 - 30 


ELECTION of the elegant Eden 

Roc Hotel, Miami Beach, Florida 
as lodging and meeting headquarters 
April 29-30, completed the first step 
in plans for the SHAA 1961 Spring 
Regional Meeting. 

Preparations are already underway 
to make this the most informative, 
exciting, and pleasureful meeting 
ever, according to SHAA Governor 
John B. Widby, the meeting’s General 
Chairman. Mr. Whidby along with 
FHADA President Mae W. Carlysle, 


Meeting Coordinator, are in process 
of assembling a program of interest 
to anyone connected with the hearing 
aid industry. Members, their fam- 
ilies and friends are invited! 

You can be sure that your stay in 
Florida will be a most memorable one 
— so plan on attending this meeting 
today! ... If possible, combine your 
trip with a vacation. Rates are most 
reasonable at this time of year. 

In order to save you time and 
money a travel service agency has 





The Society of Hearing Aid Audiologists 
extends a cordial welcome to the following 
new Hearing Aid Audiologists 
Beattie, William N., Otarion Hearing Aids, 

523 Detroit Street, Flint, Michigan. 
Bergeron, i, Maico Hearing 

Service, 895 Cote d’Abraham, Quebec 4, 

P. Q., Canada. 

Cater, Douglas W., Pensacole Hearing Cen- 
ter, The Mall—Town & Country Plaza, 
Pensacola, Florida. 

» ald A., Don Faehnle Hearing 

Service, 187 East State St., Columbus 15, 
— 


» James C., Beltone Hearing Serv- 

ice, 215 Ninth Street, Augusta, Georgia. 

Jul Acousticon of White 

Plains, 55 Court Street, White Plains, 
New. York. 

Jerry, Clarence, Associated Hearing Serv- 
ice, Room 407—Bellin Bldg., Green Bay, 
Wisconsin. 

* C., Dayton Health Ap- 
pliances, Inc., 1240 Third National Bldg., 
Dayton 2, Ohio. 

Lord, Clifford, Coles & Garrard Pty. Lt., 
376 Bourke St., Melbourne, Cl, Australia. 

McCulley, T. Albert, Audiphone Co., 1728 
Railway Exchange Bldg., St. Louis, Mo. 

Newman, Morton J., 717 South Blvd., Oak 
Park, Illinois. 


t, David, Orwant Hearing Aid Serv- 
ice, 11 West Lawrence St., Pontiac, Mich. 


SOCIETY WELCOMES 24 NEW MEMBERS 


Parker, Rutledge A., Room 217, Pershing 
Bldg., 7 West Street, Danbury, Con- 
necticut. 
temson, Gordon R., Otarion Listener of 
British Columbia, 618 Main Street, Pentic- 
con, B. C. Canada. : 

Sullivan, Donnell R., Beltone Hearing 
Service, 104 South Main Street, Orlando, 
Florida. 

Williams, Charles I., Audivox Hearing 
Center, 114 Camden Street, Salisbury, 
Maryland. 

Young, John J., Jr.. Maico Hearing Service, 
1517 Hampton Street, Columbia, South 
Carolina. 

*Fleming, Lawrence D., J. Jessop & Sons, 
1041 Fifth Ave., San Diego 1, California. 

“Jones, James K., Maico Hearing Service, 
5 Colt Street, Paterson, New Jersey. 

*Reinstatements 


FIRMS: 


Acousticon-Hancock Co., 916 Stuart Bldg., 
Lincoln 8, Nebraska. 

Audiphone Company, 1728 Railway Ex- 
change Bldg., St. Louis, Missouri. 
Better Hearing Aid Center, 1213 - 4th 
Street, Santa Monica, California. 

The “Listening Post,” 208 Weybosset 
Street, Providence, Rhode Island. 

Orwant Hearing Aid Service, 11 West Law- 
rence St., Pontiac, Michigan. 





NEW APPLICATIONS RECEIVED 


NOTICE TO OUR READERS: The Society’s By-Laws require that the names of ap- 
plicants for certification be published in each issue of Audecibel. The reason for this pro- 
cedure is to insure that the Society certifies only reputable individuals whose business and 
professional ethics are above reproach. If you have reason to believe that an applicant 
listed below should not be certified, we would appreciate it if you would send us a letter 
to that effect, stating specific reasons. Please be assured that we shall keep the source of 
our information confidential, and shall utilize such information only as the basis for further 
investigation, not as a reason in itself for rejecting an application. 

S.H.A.A., 260 Southfield Road, Detroit 29, Mich. 


Send all letters to: 





Initial Applications 


Margaret (Mrs.). Corpus Christi 
Hearing Aid Center, 417 Schatzel, Cor- 
pus Christi, Texas. 

May E. Superior Hearing Sales & 
Service, Ltd., 603 W. Hastings St., Van- 
couver 2, B.C., Canada. 

Bulger, William J. Maico Hearing Service 
of Evansville, 902 Hulman Bidg., Evans- 
ville, Indiana. 

. Bill. Echo Hearing Aid Center, 

223 Empire we, © Denver, Colorado. 

Gale, Nathaniel (For Reinstatement). Bel- 
tone Hearing Serivce, 206 South Main 
Street, Rockford, Illinois. 

Grout, Eli H. Pau! Grout Hearing 
Service, 411 Sixth Avenue, Des Moines, 
lowa. 

Guimond, Francis P. Sonotone of Detroit, 
19001 Mack Avenue, Detroit 36, Michigan. 

Jacoby, Helen F. Jacoby & Associates, 
2267 Mission Street, San Francisco 10, 
California. 

Phyllis W. Tri-Cities Hearing Aid 

Center, 502 Davenport Bank Bidg., Dav- 
enport, Iowa. 





Mackey, Ben N. Paul Grout Hearing Serv- 
ice, 411 Sixth Avenue, Des Moines, Iowa. 
McLaren, Jack D. Hudson’s Bay Co., Re- 
tail Store, Winnipeg 1, Man., Canada. 

Messinger, J. Paul. Maico of San Rafael, 
1010 B. Street, San Rafael, California. 

Poliquin, Gui'do O. Poliquin’s Jewelers & 
Mig. Opticians, 208 Lisbon Street, Lew- 
iston, Maine. 

Sabre, Irving Z. T. Eaton Co., Ltd., Mon- 
treal, P.Q., Canada. 

Snyder, Elwyn I. Snyder Hearing Aid 
Center, 410 Morgan Building, Portland 5, 
Oregon. 

Stegmiller, Lillian. Hearing Aid Bureau, 
500 Main Street, East Orange, New Jer- 
sey. 

Stern, Joseph. Acousticon of Flushing, 136- 
21 - 39th Avenue, Flushing 54, New York. 

Strom, Carl W. Maico Hearing Service, 
713 Sharp Bldg., Lincoln, Nebraska. 

, Anne M. Beltone Hearing Service, 
38 Beech Street, West Sudbury, Ont., 
Canada. 

Ward, Cecil J. Beltone Hearing Service, 
38 Beech Street, West, Sudbury, Ont., 
Canada. 
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been engaged to make arrangements 
for a planned 4-day vacation includ- 
ing 2 regional meeting days. Don’t 
wait, make your plans as soon as 
possible. Fill out coupon below for 
advance reservations and information. 
Eden Roc Facilities 

Opened in 1955, the 400-room Eden 
Roc Hotel is regarded as one of the 
leading class hotels in Florida, spe- 
cializing in top service and accom- 
modations. Monitored air condition- 
ing assure you the maximum comfort. 
This luxurious resort hotel was de- 





Eden Roc Hotel—Meeting Site 


signed, created, equipped and staffed 
to be the most complete convention 
hotel anywhere. 

Located in the most fashionable 
center of Miami Beach, the Eden Roc 
is close to choice Country Club Golf 
courses, within walking distance to 
the fine 41st Street shopping area. 

Travel Service 

For those interested in a vacation of 
a few days while attending the meet- 
ing, the Elliott Travel Service Agency 
has drawn up a schedule for 4 days 
of fun, frolic and business. Arrange- 
ments include a “Welcoming Cocktail 
Party, a Seaquarium Cruise, Jai Alai 
games or Dog Races, entertainment 
at two night clubs with a mid-night 
supper, and enough time to enjoy the 
facilities of the Eden Roc Hotel. 

For further information on the 
travel service package ... fill in cou- 
pon below and mail to the Society of 
Hearing Aid Audiologists, 260 South- 
field Road, Detroit 29, Michigan. 


Meeting, April 29-30. 
Please’ send 
() Registration Request Form 


I’m interested in registration informa- 
tion for the SHAA Spring Regional 


[) Travel Service Package Information 
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WHY SAMMY CANT 





SELL HEARING AIDS: 


A Frank 
Discussion of Trends 
in Our Business 


If Sammy were still around in the hearing aid busi- 
ness today, he could tell you. He could tell you in no 
uncertain terms why he got out of it. First he’d tell 
you to get a pencil and a LONG piece of paper. 


Then he’d start talking. He’d tell you how he started 
as a consultant for a good dealer in a middling sized 
eastern city. How he learned the basics of the business 
from a real pro. Everything from cold canvass for 
leads, on thru fitting techniques and how to get referrals 
from doctors. And by golly but there was nice money init! 


* But one day the bug began to bite at him, he’d tell 


you. And some ten months later he found himself in 
his own office, ‘with his own “franchised dealer” 
sign hanging outside. 


And it was on that day that Sammy first found that 
he really couldn’t sell hearing aids at all. 


That was the day when Sammy found out that it 
takes more than good sales ability and knowledge of 
hearing losses, frequency responses and how to take 
an earmold impression—to make a buck the “hard 
way,” as a dealer. 


He found that every so often aids arrive dead from 
the factory—and always, but always, the dead instru- 
ment is the one you pull off the shelf and start using 
for an office demonstration. He found that sometimes 
you send aids into the factory for some of that well- 
advertised ‘48-hour service” —and they don’t always 
get back, repaired properly, in four or five days. 
Sometimes it takes 4 to 5 weeks. 


Sammy will mop his brow and plow on. And he’ll 
mention credit departments that hound him on their 
receivables when they are only ten days overdue— 
and who stick you on the ““C.O.D. list’”’ if you don’t 
ante up. ““They just don’t realize,” he’ll say, “that out 
here I just can’t bully good users into prompt payment 
and lose them.”’ And he’ll tell you about the sales 
manager who’s been hounding him nearly every week 
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about selling his quota; and about the engineering de- 
partment that designs damn-fool hearing aids that 
give the user all kinds of trouble. And about double- 
damn-fool advertising departments that mail him ad 
mats and other stuff by the ton—and none of it works. 


It’s too bad that Sammy left the hearing aid business. 
Because really, it’s a basically GOOD business and 
has more than its share of success stories. But some- 
times, you just can’t make the grade—when you get 
promises and threats from the factory, instead of 
honest, sincere help. + 


What we’re getting at is this: the attitude—the mental 
outlook—the personality of every individual that you 
deal with at the factory, can be a “stop-sign,” or a 
“‘go-sign’”’ on your road to success as a hearing aid dealer. 


Now we surely don’t claim to have the smilingest 
credit manager, nor the softest hearted sales manager, 
nor a service department manager with four hands 
who can work 24 hours a day without sleep or food, 
nor an advertising manager who can give you ads that 
will make people line up at your door and demand to 
buy a hearing aid from you. 


I wish we did. 


But until we DO find these kind of men, we are doing 
everything possible to make the lives and personal 
fortunes of our distributors, just a little better than 
what they’ve come to expect from other manufac- 
turers. Here in the fastness of our little 60,000 square 
foot plant in the wilds of Minnesota, we try to look at 
every dealer as an honest, hard-working guy who’s doing 
his best.in a tough territory. And we do everything under 
the sun that we can think of to help him make good. 


If this kind of manufacturer is YOUR kind of manu- 
facturer, then drop us a line about yourself. Because 
we'd like to do business with you. Write the sales 
department at Telex, Inc. We’re at 1633B Eustis 
Street, St. Paul 1, Minnesota. 
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Activator C 
A new Otarion single or stereo- 
phonic eyeglass hearing aid called 
the Activator C is a high gain, 
high output instrument. Acti- 
vator C weighs % oz., is temper- 
ature compensated, and available 
in 2 colors . . . ebony and mink. 
With 10 db more gain than any 
Otarion behind-the-ear hearing 
aid, the new Whisperwate-X has 
a shield that protects the Micro- 
Clarifier — the new method of 
applying Otarion’s bone conduction 
Tympano Technique for the first 
time to air conduction. Maximum 
gain: 52 db; Maximum output: 125 





Whisperwate-X 






‘Up-Front’ Mike Eyeglass 
db; Average battery drain: 3 mA; 
On-off switch is separate from 
volume control. 


A unique eyeglass-frame hearing 
aid, with a “up front” position of 
the invisible microphone has been 
developed by Otarion. The “up 
front” position of the invisible 
microphone brings in the person in 
front of the wearer more clearly 
than surrounding conversations 
and noise. For more details on any 
of the above new Otarion products 
contact Otarion Listener Corp., 
Ossining, N.Y. 











A new speech audiometer by Micro- 
tone has the pure tone test and the 
spondiac word test in a single com- 
pact, portable unit — which also in- 
cludes bone and binaural testing 
units. This Model A-300 BN weighs 
less than 14 Ibs. complete. Also, new 
from Microtone (not shown) is the 
Challenger, Model #940 behind-the- 
ear hearing aid. For more details, 
contact Microtone, Minnesota Elec- 
tronics Co., Minneapolis 16, Minn. 


Beltone introduces a new classic de- 
sign in eyeglass hearing aid called 
“Classic,” styled by internationally 
famous designer, Dave Chapman. 
The Classic is available in silver, 
brown or black against a background 
of black or brown vinyl. It can 
easily be fitted to the fronts of the 
users’ present eyeglasses. For more 
details, contact Beltone Hearing Aid 
Co., Chicago, Illinois. 





Audiometer 
Rooms in three 
model series is 
now available 
from Suttle 
Equipment Cor- 
poration. Made 
of heavy gauge 
steel 4” thick 
sound control 
panels that are 
easy to assemble 
and disassemble, 
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the rooms float on rubber and steel 
shear vibration isolators. Gasketed 
doors, double glazed glass windows 
and acoustically treated corners and 
joints permit optimum acoustic per- 
formance. The three model series are 
available as a single room, sound 
proof room and test room, and a room 
within a room. For more details, con- 
tact Suttle Equipment Corp., 135 S. 
LaSalle St., Chicago 3, Illinois. 


Tonemaster’s new eyeglass .. . the 
TR-7 “Triumph” has separate for- 
ward mounted on-off switch and snap 
out pre-hinged temple tips. The four 
transistor circuit is completely tem- 
perature compensated. Maximum 
acoustic output of 115 db. Colors: 
mink, black and slate blue, new smoke 
brown and smoke gray. The stand- 
ard frequency response curve is fairly 
flat through most of the speech range. 
For more details, contact Tonemaster 
Manufacturing Company, Peoria, IIl. 





New from Zenith is the “Courier,” a 
new four transistor hearing aid for 
mild or borderline losses, featuring 
“Phone Magnet” for use to eliminate 
air-borne sounds, and choice of stand- 
ard response, high or low frequency 
emphasis. Maximum output: 134 db; 
Average battery drain: 45 mA; 
Weight (inc. batteries) 1.85 ounces. 
For more details, contact Zenith 
Radio Corp., Hearing Aid Division, 
Chicago 35, Illinois. 





wy 


Royal Industries announces a new 
“Imperial” line of hearing aids. It 
comes in two models: “Verithin” hear- 
ing glasses and “Coronette” behind- 
the-ear units. The Imperial models 
feature a 675 power cell, internal 
speaker and a peak gain of 38 db. 
The “Coronette’ model weighs less 
than 1/8 ounce. , For more details, 
contact Royal Industries, Phoenix, 
Arizona. 
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news fro 





















You can now offer your clients 
Temple instruments that are 
“custom-made” by Vicon engineers. 
You send us the specifications — 
either Metricon or audiometer. 
Within two days*, we assemble 

the instrument and air mail it to 


you — with the proper pressure 





limitation — with the proper gain — 

and with the proper frequency response 
to suit your client’s special need. 

The instrument will be within +3 


decibels of the response curve supplied. 


TRY IT! 


BONUS! Your client's 
name imprinted 

in gold on the 
reverse side of 


(> 
sai hc THE Vicon INSTRUMENT COMPANY 


P.O. BOX 2742-C COLORADO SPRINGS 1, COLO. 


Write, wire or phone for details 
concerning prescription-quality instruments. 





Phone: MeElrose 5-3568 


*Working days 
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REGIONAL 
MANAGERS | ‘2 


Mae W. Carlysle, President, Florida 
Hearing Aid Dealers Association ex- 


to set up pected over 250 people to attend the 
ieee state convention held in the Dupont 
dealer-distributor Plaza Hotel, Miami, on January 14 
and 15. Program Charman, J. C. 

program Lucke announced the following out- 


standing speakers to appear on the 
program; Dr. Ciwa Griffiths, HEAR 








1) Dynamic, forward-looking policies 
based on peak product quality and 


— Foundation, Los Angeles; Capt. Max 

O’Connell, Chief of Audiology and 

Top-flite, seasoned. aggressive men Speech Pathology, Lackland Air Force 

or women needed to participate at Base; M. E. Christiansen, President, 

ground floor level in marketing a Mallory Battery Company; David H. 

complete line of top-quality hearing Barnow, Chairman, Ethics Commit- 
aids. 


tee, HAIC; and Joseph Luebbe, Toledo. 





real service. Ohio 
2) Write for information including One hundred dealers and their wives 
ae aak Gl as peat aneies attended the Ohio Hearing Aid Deal- 
and how you can contribute. ers Association at a recent meeting. 
The following new officers and direc- 
t S tors were elected during the business 





meeting: President, Louis McLean, 


VIENNATONE-AMERICA DIV. Dayton; Vice President, L. L. Miller, 


Canton; Vice President, William A. 


Caine Products Co. Vaupal, E. Liverpool; Treasurer, J. 


4120 W. Lawrence Ave. Leland Utley, Jr., Cleveland; Secre- 


Chicago 30, ill. tary, John W. Thompson, Springfield; 
Directors, S. K. Foster, Cincinnati; 
Robert E. Adlard, Piqua; Gail D. 








STATE ASSOCIATION NEWS 





Fisher, Columbus; Glen D. Miller, 
Toledo; Fred F. Troutman, Alliance. 


New York 

The first official meeting of the 
New York Hearing Aid Dealers’ Guild 
was held Tuesday November 22nd in 
the Governor Clinton Hotel, New 
York City. At this meeting the Guild 
ratified a constitution, elected officers, 
and provided for incorporation. 

Elected officers are: President, 
Hal P. Pringer; Vice President, 
Ernie Zelnick; Treasurer, Irwin 
Pensack; Secretary, Hal R. Fishbein. 

Meetings will be held on the second 
Tuesday of every month at the Gov- 
ernor Clinton Hotel. Those interested 
in joining the organization are asked 
to contact Hal R. Fishbein, 1588 
Metropolitan Avenue, Bronx 62, N.Y. 


California 

Esther R. Daniel, President, Cali- 
fornia Chapter of the Society of Hear- 
ing Aid Audiologists, reports that the 
mid-winter meeting will be held at 
the Lafayette Hotel in Long Beach, 
California, February 18 and 19. John 
and Byron Burton are Co-Chairmen. 
Outstanding guest speakers are 
Scheduled for the meeting . . . with 
invitation open to all. 














Page 18 





T's tmportant ons, 











* 


THAT YOU KNOW WHERE Se 
TO BUY QUALITY = SVB) = 
Q - 5 QB) = ceRTIFICATION 
awunolds S Sxnlece OF 
aca AND YOU 


ANY STYLE +» ANY MATERIAL 


No matter what your requirements as to ear- 





mold style or material we can meet your needs not yet been certified, you are invited to send in the 
with a quality product. Twenty years of con- , : . 
Gites. tie -auillty ‘gubtection ‘ose ou coupon below. We'll be glad to send information about 
claim. the value of certification and membership in the Society 
of Hearing Aid Audiologists. 

——— Hraue you tried 

Formtex Impression Compound 5 

© Mixes rapidly © Sets slowly SOCIETY OF HEARING AID AUDIOLOGISTS 

© Not tacky ® No ear distortion 260 Southfield Rd., Detroit 29, Mich. 


® Absolutely no shrinkage 


Use this greatly improved product and 






If you are a hearing aid dealer or consultant who has 


Please send information about certification. 























be convinced. Name. 
Ask for our brochure and 
ear further particulars Se Company. 
SCIENTIFIC MOULDING LABORATORIES Address 
ates 55 E. WASHINGTON STREET Ci 
CHICAGO 2, ILLINOIS ~ 
Highest Quality Products for 20 Years State 
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A MAGNIFICENT Tr jumph : 


IN HEARING AID DESIGN! 


Tonemaster Designers Create Broad New 
Appeal For Hearing Aid Glasses In Ultra- 
New “Triumph” Classic Model 


Fae 
aN caw 
Se 


nna 












1) FINGERTIP VOLUME CONTROL 






2) STURDY METAL 
SOUND PIPE 






2 
_ ~ | 


3) SNAP ACTION 
FORETEMPLE 









4) SEPARATE he Brevccoad 
ON-OFF SWITCH 

For your customers—for BATTERY COMPARTMENT 
your sales—a giant step in hearing 
aid design with Tonemaster’s new 
“Triumph” hearing aid! 





THESE FEATURES CREATE ACCEPTANCE: rr . Tonemaster’s exclusive 
@ INJECTION MOLDED CASE P ; H.E.A.R. (Hear Exact- 
@ TEMPERATURE COMPENSATED : as | ly As Recorded) Pro- 
4-TRANSISTOR CIRCUIT b> e 4% gram utilizes the audio- 

@ SEPARATE ON-OFF SWITCH Pt) 3 Bl. des wiry scandtorenae al 
- § tailored response for 

rcs as cme abate © BE each individual custom- 
@ SLIMMEST TONEMASTER EVER MADE * a oa 3 er and to periodically 
@ WEIGHS FRACTION OF AN OUNCE ’ a, ve i re-evaluate and re-ad- 
@ 5 FLATTERING COLORS & « = just the hearing aid as 
@ COMPLETELY BENDABLE = ys required. H.E.A.R. 


FOR PERFECT FIT ext means ultimate satis- 
faction for your cus- 


tomers. 





Your inquiry is cordially invited. All communications 
will be held in strict confidence. 


MANUFACTURING COMPANY 


| 1010 WEST ALTA ROAD® PEORIA, ILL. » PHONE 688-3667 





es 
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Tet CCPteenms Bowe OF BURLY 


COMPLETE 
HIGH - LOW FREQUENCY CONTROL 
with the WIDEX Mode! No. 1 


(Try it on a Frequency Analyzer 
yourself!) 
































ee | 

You are the best judge of fitting hearing aids for the 
“difficult” cases who would otherwise have to take speech 
reading if they could not find a hearing aid to meet their 
needs, With the WIDEX Model #1, you are able to 
personalize the fitting of the hearing aid through a higher 


frequency control of 180° so that the hearing may be ad- 
justed to the individual’s special requirements. 


The following Frequency Chart details the Response 
Curve of the WIDEX Model #1 which has been designed 
to include this group of hard-of-hearing in the wonderful 
world of sound. 


Amplification 





200 $00 1000 2000 


4000 c/s 


For further information — as well as your FREE 


Catalog of equipment, cords, accessories and batteries, 
write or call today. 








HALHEN WIDE, INC. 


36-14 Eleventh Street, Long Island City 6, N.Y. 
EXeter 2-6020 











OUR LETTER BOX 


AUDECIBEL ARTICLE BRINGS 
COMMENT FROM HEARING 
CLINIC DIRECTOR 


To the Editor: 


Whoever obtained Dr. Maurice Schiff as a speaker at 
your California meeting last August deserves a big fat 
orchid! 

I have just read his speech in your November-Decem- 
ber issue. The veteran as well as the beginner in the 
field of hearing aids can surely profit from his master- 
piece of suggestions. 

Dr. Schiff’s speech outlined a program so fine, prac- 
tical and comparatively simple that if carried out by 
more of our dealers, or better yet, all of them, there would 
be little use for the hearing aid evaluation clinics where 
nothing is sold. 

The techniques outlined in this speech automatically 
minimize the necessity for salesmanship so prevalent today. 
Most of my clients refer to the hearing aid man as a 
salesman. Maybe a nice one, but a salesman. Of course 
there is nothing wrong with salesmen but Dr. Schiff’s 
method of selling is based on establishing what the client, 
should do about his dull hearing, whether it be a hearing 
aid or no hearing aid or medical investigation or lip read- 
ing only. Accurate and honest audiometric findings will 
tell the trained hearing aid audiologist what is best for 
his client. If tests say no hearing aid is practical it’s 
not easy to say so, especially if the rent is due. 

I think what the good doctor said, among other things, 
was simply this — that if the hearing aid audiologist will 
look at his client as one who has come to him not to buy 
a hearing aid, but for advice as to what to do about his 
hearing problem, he is “servicing” the client by giving 
accurate and honest advice. 

Dr. Schiff confesses that in one city he found only 
one out of four hearing aid offices which he felt was 
reliable and honest. Too many otologists have stopped 
searching and are using hearing aid evaluation clinics. 
This should not be. All hearing aid dealers can be 
sincere and honest and trained, with an exception here 
and there as in any business. If the S.H.A.A. has its way 
the only hearing aid evaluation clinics will be in the hear- 
ing aid audiologist’s office. This is where they should 
be. 

In my very humble opinion I can differ on just one 
of Dr. Schiff’s opinions — that of putting “loaners of 
some type” out on free trial for “three or four nights.” 
Doc, if we know our audiometric readings and know our 
client’s concern over his problem and have established 
that our client wants help and we know the responses 
of our various instruments, why the free trial? Maybe 
a refund now and then where conditions warrant it -— 
but free trial? — no. 


(Signed) ROLAND H. FANTON 


DIRECTOR 
UPTON HEARING CLINIC 
SAN DIEGO, CALIF. 








(Re: Upton Hearing Clinic ... The Clinic is a non- 
profit community service for all hard of hearing people 
dedicated and completely financed by Mrs. Louis C. Upton, 
in memory of her son Philip who was deafened. Clinical 
services are rendered with no cost or fee to the client and 
nothing is sold. 

Mr. Fanion’s experience encompasses 20 years in not 
only the practical application of hearing aids, but exten- 
sive study in the field of audiology ... Ed.) 
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FREQUENCY 1300 
Figure 5 Discrim Discrim 
in in Useful 
SRT Quiet Noise MCL TD Range 
UNAIDED 48 66% 58% 56 60 12 
AIDED 44 60% 40% 56 60 6 


Figure 5 is the average audiogram of both ears (not 
significantly different) of a 44 year old pilot who expe- 
rienced this degree of hearing loss over a period of ap- 
proximately 2 years. The origin of the loss is probably 
oto-toxicity and could not be related to noise exposure per 
se. 

Figure 6 shows an average audiogram, both ears, 
of 38 year old mother and her 16 year old daughter with 
diagnois of congenital sensori-neural hearing impairment 
equivalent, and it may be observed that the useful hearing 
is quite narrow, the discrimination scores are poor, and 
the gain that can be tolerated from amplification is 
negligible. Neither of these patients could tolerate speech 
in a noise environment, and neither gains practical, useful 
hearing when wearing a hearing aid. 








LOSS IN DECIBELS 











Figure 6 Discrim Discrim 
in in Useful 
SRT Quiet Noise MCL TD Range 
UNAIDED 55 48% 36% 60 65 10 
AIDED 52 40% couldn't 56 60 8 
tolerate 


Our success in hearing aid fittings for sensori-neural 
hearing loss is a matter of degree, and apparently the 
success is a function of the configuration of the air con- 
duction curve. Several rules of thumb have evolved from 
our experience; the first of these is simply that the greater 
the degree of the pure perceptive loss as measured by pure 
tone and speech audiometry, the loss is the. probability of 
achieving either a normal hearing level for speech or 
normal discrimination ability, either in noise or quiet. 

And last, if proper precautions are observed, such as 
limiting maximum output, compression amplification, low 
frequency roll-off and cautious use of high gain amplifica- 
tion, a very large percentage of sensori-neural hearing 
losses will benefit from hearing aids. 





“NOW YOU CAN OFFER MORE 


@ WITH THE 


UNEX 
Petite Ear 


4 





A QUALITY HEARING AID ENGINEERED TO DELIVER THE EXTRA PER- 


FORMANCE YOUR PATIENTS DEMAND FOR MORE COMPLETE HEARING 


SUPERIOR 
1[@) FEATURES 





Name... 
Street.............. 


Cit. 
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A NEW KIND OF Social SECURITY 


SATISFACTION AND UNSURPASSED CONTINUITY OF HEARING. 


If you have patients who have never been 
fully satisfied with any hearing aid, or 
if they feel that hearing aids can't bring 
them more natural hearing, you can now 
offer them the Unex Petite Ear. 


Slim, trim and tiny, it sets a completely 
new quality standard for hearing aid per- 
for With plus power and sen- 
sitivity, the Petite Ear opens the door to 
natural fidelity and clarity never before 
thought possible in a hearing aid of its 


minute size. 





FOR FREE INTRODUCTORY OFFER 


MAIL TODAY 















Univis Changes Name: 
Moves to Florida 


Robert O. Barber, President, an- 
nounced that The Univis Lens Com- 
pany, has changed its name to Univis, 
Inc. to reflect the company’s expan- 
sion program. The expansion pro- 
gram includes product diversification, 
new ultra-modern facilities, and a 
plant move from Ohio to Florida. 


A newly created, 20-acre site at Ft. 
Lauderdale, Florida, adjacent to the 
Broward County airport will be the 
location of the new plant. The new 
facility will produce the following 
range of products to meet growing 
markets: Ophthalmic Eyeglass Lenses, 
Top Quality Glare Control and Sun 
Lenses, Saf-T-Vis Plastic Lenses, 
Contact Lenses, Plastic Components 
for the Armed Forces, Univis-Bishop 
Ophthalmic Eyeglass Frames, and 
Vita-Tone Hearing Aids. 


In addition to moving key execu- 
tives, employees and their families, 
Univis will hire several hundred 
_people from the Ft. Lauderdale area. 


70,541 


EARMOLDS 
LAST YEAR 


* Authentication 
on request 


THERE MUST BE 
A REASON! 


Reliability in close acoustical seal and 
comfort to the user have made Mid- 
States Earmolds the standard of the 
industry. ideal for hearing cid glasses 
in conventional use. You 
should try them, too! 
New colorfui catalog contains chapter 
on ear impressi techni Write 
for a copy. 





INC. 
WICHITA, KANSAS 








Telex Appoints New 
Advertising Manager 


Richard S. McMenemy (below, left) 
has been appointed advertising man- 
ager of the hearing aid division, 
Telex, Inc., St. Paul. McMenemy has 
spent the past six years of his adver- 
tising career in the hearing aid field, 
both with hearing aid manufacturers 
and as an independent consultant and 
owner of the Hearing Aid Advertising 
Service. 





McMenemy 


Otarion Selects Division 
Managers; Retains PR Counsel 


Richard Stoll (above, right) has been 
promoted to the position of West 
Coast Division Manager by the 
Otarion Listener Corporation. Mr. 
Stoll has had eleven years experience 
in sales training and four years as 
a successful Otarion distributor. In 
his new duties he wil cover the States 
of Arizona, California, Nevada and 
Utah. 


Herbert Wendell has been appointed 
to the position of Eastern Division 
Manager of Otarion Listener Cor- 
poration. Mr. Wendell was formerly 
Otarion Western Division Manager. 
In his new position he will work out 
of the home office in Ossining, New 
York. 


Robert D. Eckhouse & Associates has 
been retained by Otarion Listener 
Corporation as business and finan- 
cial public relations counsel. 


Microtone Appoints Caswell 
Northeast Division Manager 


Charles F. Caswell, has been appoint- 
ed Northeastern Division Manager of 
the Microtone Division of Minne- 
sota Electronics Company. Mr. Cas- 
well, a major hearing aid distributor 
for the past several years in both 
Florida and Michigan, will be head- 
quartered in Detroit, Michigan, ac- 
cording to Paul H. Childers, Vice 
President of Microtone. 
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Dictograph Elects Directors; 
Names Vice-President 

C. Clark Ambrose (upper left), vice 
president of Harriman Ripley & Co., 
and Angier Biddle Duke Jr., (upper 
right) of Hardy & Company, mem- 
bers of the New York Stock Ex- 


change, have been elected to the 
board of directors of Dictograph 
Products Inc., manufacturer of 
Acousticon hearing aids, internal 
communications equipment, and fire 
alarm systems for the home and 
industry. 

Dictograph also has acquired con- 

trolling interest in Bellaire Electron- 
ics Inc., Red Bank, N.J., producer of 
electronic and electrical equipment on 
Governmental prime and_ sub-con- 
tracts. 
Harold H. Beizer, 
(right) president 
and chief engi- 
neer of Bellaire, © 
has been appoint- © 
ed to the newly ; 
created post of 
vice president in 
charge of manu- 
facturing and en- 
gineering. 

Malte J. Carlson, Dictograph pres- 
ident, said that Mr. Beizer would di- 
rect the company’s new engineering, 
research and development program. 


Pre-School Scholarships 
Established by Zenith 
Establishment of eight pre-school 
scholarships to develop speech and 
auditory training for deserving deaf 
children was announced by Zenith 
Radio Corporation. 

The scholarships were created in | 
the names of the top winners of a 
unique “Gift of -Hearing” contest. 

All entrants were persons with a | 
hearing loss. Grand prize winner 
is Mrs. Willard E. James of Farming- 
ton, Michigan. E. M. Kinney,, Zenith 
vice president and hearing aid division 
general manager, stated that a 
$2,500 scholarship has been founded 
in her name. In addition, Mrs. James 
won a jet trip to London, Paris, or 
Rome, plus a two-week vacation at a 
luxury hotel in Europe. 

Second grand prize winner of a 
$500 scholarship, to be granted in her 
name, was Mrs. Agnes Burkhardt of 
Tiffin, Ohio. Mrs. Burkhardt also 
received a weekend vacation in Miami 
and a 28-inch Zenith television set. 
Six $500 scholarships will be granted 
in the names of other weekly winners. 
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Microtone cuts your inventory in half... 
revolutionizes eyeglass hearing 


Interpreter 


Fits monaural 
or binaural 


Eliminates 
Rights & 


Lefts ‘ < 


% Forward mounted 
microphone 

%& No components behind 
ear 

* Continuous volume 
control 

¥* Full Transistor 
Powered 

% Spare (675) Battery 
compartment in 
dummies 

¥* Choice of colors 


We at Microtone 
are proud to offer 
our new Interpreter. 
It is the type of 
advance that means 
Dealer success. In 
turn, our company 
will continue to 
benefit because our 
success is founded 
on yours. 


Ke ann 
~ 


President, 


Py 


Division of Minnesota Electronics Co. 
3546 Dakota Avenue, Minneapolis 
16, Minn. Phone WE 9-0387 





For Franchise information call, 
wire or write Paul H. Childers, 
Vice President 


‘Recommend the battery they can! really elelelciarenoln) 
for | better hearing: “EVEREADY” Berrenics! 
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| “EVEREADY” BRAND FEATURES A COMPLETE LINE 


N 


OF BATTERIES FOR ALL TYPES OF HEARING AIDS. 





